The Macroeconomic competitiveness can be based on quantitative factors (low material and labor costs) or qualitative factors. Innovation activity of firms and effective support of spending on research and development at the macro level are a prerequisite for obtaining and maintaining the competitiveness of firms and national economies. Innovation performance of Czech firms is a key prerequisite for redirection of competitive advantages from cost-based to qualitative competitive advantage. The first objective of this article is to define key assumptions for competitiveness of the Czech's SME from the high-tech manufacturing industry in the niche, but global markets. In this context, the concept of hidden champions will be applied. The second aim is to find out if the average small and medium enterprise in the individual branches of high-tech manufacturing industry meets at least some characteristics of hidden champions. The positive changes in labour productivity determinate not only the present state of countries' economic performance, but the effectivity of innovation processes and the level of upgrading local technological capability as well. We also analyse the status and development of these sectors in Manufacturing Industry in years 2008 -2017 and compare changes in the abovementioned indicators. The other objective of the article is a comparison of changes in the innovative behaviour of firms. The analysis of changes in innovation performance is based on the interpretation of results.
Introduction
Hidden Champions (HCs) are defined by Simon (2009) as relatively small but highly successful companies that are "invisible". Simon recommends for indentify HCs applying the following criteria -the Hidden Champion is ranked among the top three leaders in the world share of the relevant product market or has the highest market share on the continent of the home country; revenues do not exceed $ 4 -5 bilion and there is a low brand awareness of the The 13 th International Days of Statistics and Economics, Prague, September 5-7, 2019 1360 company and its products. Yoon (2013) used the results of survey collected in 2010 and found the following characteristics which enabled him to identify hidden champions among Korean SME's: more than approximately 40 billion dollars in scale of revenue, 30% in the ratio of export and revenue, 5 billion dollars in scale of profit, it means return on sales approximately 12,5%. To identify the hidden champions from the data published by German Innovation Survey, Rammer and Spielkamp (2015) used these selection criteria: size < 10 000 employees, export share > 50%, sales growth above average (depending on market size).
Empirical analysis of Venohr and Meyer (2007) was focused on economic performance of leading medium size companies identified by Hermann Simon during 10 years. These authors identified those three elements shared by many of German hidden Champions: family ownership and cooperative corporate cultures combined with outside professional management (long-term relationships within the firm and with key external partners), global market dominance through positioning in niche markets, and thus exploiting and enhancing resources and capabilities on a global scale, continuous endeavour to raise operational effectiveness of all major processes and functions (Venohr and Meyer, 2007, p. 27) . Audretsch et al. (2018) analyze strategy of internationalization of HCs in Germany and point out that the international success and strong, sustained performance emanates from their product type, enabling to successfully pursue a niche strategy for differentiated premium products. According to these authors, the success of Germany's HCs is connected with deploying their high level of human capital. Assumptions for a guarding of the internalization of highly specific quasi-rents are following: fully owned subsidiaries, retaining control and residual property rights. (Audretch et al., 2018 ). Fryges's analysis (Fryges, 2006) is based on the performance of Germany's and British small technology-oriented firms and proved that firm-specific assets are able to overcome barriers to entry into the foreign market. These firmspecific assets may be acquired via conducting R&D activities, buying novel technology from other companies, or by employing internationally experienced managers.
Drawing on the empirical finding that hidden champions do not place great value on the use of public promotional funds, governments are advised to apply other support measures in order to foster the development of hidden champions (Schlepphorst et al. 2016) . the hidden champions are usually highly specialised in their products and services (often in B2Bmarkets). Rammer and Spielkamp (2015, p. 22) point to the importance of radical innovations as they offer hidden champions the opportunity to gain first mover advantages.
The authors further point out that the majority of hidden champions develop innovations themselves, hidden champions can use the full innovative potential of their employees. The strength of hidden champions is purportedly further based on the competences of the labour force. Intrinsic and extrinsic motivational factors, such as incentives or autonomy in decision-making, strengthen employees' motivation and commitment (Rammer and Spielkamp, 2015, pp. 30) . As a result, the workforce of hidden champions usually identifies strongly with the objectives and values of the employers.
By Grego-Planer and Glabiszewski (2016) is the most typically characteristic of HC (in 88%) entering geographically new markets. Polish hidden champions focus on the product and the customer. As many as 73% of the surveyed companies confirmed that the drivers of innovation are, in their case, both the market and technology. More than 6% of revenue spent on R&D, high number of introduced innovations to a large extent, which is not only new to the national, but also international, and the constant search for customer needs and combining them with advanced technology are indicators that allow the conclusion, that the innovative activity of the surveyed companies is very high.
Methods
The results of the above studies were analyzed and synthesized (see Table 1 ). Hidden champions are companies whose activities should be encouraged or at least facilitated by increasing the competitiveness of the domestic economy on world markets, and the assumption that firms will act as a catalyst for domestic industry in the long term, creating opportunities for other stakeholders (employees, suppliers, research and development state ...) and a catalyst that inspires other companies. It is difficult to find them because they are little visible hidden champions who are not primarily asking to be supported by public resources (Schlepphorst et al. 2016) . By their very nature, it is clear that they will be companies from In the next section, the values of the indicators will be quantified so that the sector with a higher probability of occurrence of HC may be indicated. Based on tab. 1 and their comparison with the results of the manufacturing industry as a whole is then discussed whether the specific HT MI sector is a potential source of HC companies.
Results
Tab. 2 -4 show the calculated indicators 1-10 for the HT MI sub-sector, tables are shortened for 2011-2017.
For the Pharmaceutical Industry, the $ 5 billion revenue requirement is violated.
ROS is less than 12.5% and average innovation activity also does not meet the requirements for HC. Market activity, as measured by export activity in non-ordinary markets (ie outside the EU28, USA, Japan, China) is gradually declining and sales growth is fluctuating and not very large. 10 Value added/personal cost 2,3 2,2 2,2 2,4 2,3 2,3 2,2 Source: own processing by using results of studies listed in introduction and public data Czech Statistical
Organization (2019) Employee motivation, ie dependence between value added and personal cost, is stable. Thus, the pharmaceutical industry as a whole probably contains some companies that are HC, but the focus must be on choosing small businesses, the industry average is likely to be distorted by the inclusion of several large companies.
Electronic Industry (see Table 3 ) includes smaller businesses on average, but have very low return on sales (ROS). Sales growth exceeds investment. The innovation activity measured by the amount of money invested is visible but lower. Sales growth is higher but not strong.
Electronic Industry has a more significant share of exports to lesser known markets, but a lower dependency between value added and personal cost. It is likely that there will be more HC companies in this industry, but on average the results are likely to be very distorted by small start-ups (low profits).
Again, Aerospace Industry (see Table 4 ) does not qualify for lower revenues in most years.
However, it shows better results both in innovation activities, especially in the area of expenditures, and in the market -significant growth of revenues and export share to less occupied markets. Wages and value added are quite stable for the last year.
Tab. 3: Indicators for Electronic Industry (CZ NACE 26)
Indicator 10 Value added/personal cost 1,3 1,3 1,5 1,5 1,5 1,6 1,2 Source: own processing by using results of studies listed in introduction and public data Czech Statistical
Organization (2019) The 13 Innovation for future assesses the status of RD through spending, in this section they get even higher than the required value in some sectoral indicators (in particular the Air components sector), but the question is whether the funds invested will bring the necessary effects.
The Market Growth Indicator Group focuses on revenue growth, investment success, and their focus on non-traditional markets. FIG. 1 shows that in this area, all three sectors have their strengths (the exception being low Pharmaceutical involvement in other markets).
We have noted above that industry outcomes can be distorted by different corporate structures in sectors. FIG. 2 shows how the structure of firms differs in terms of the size they are in each sector.
Fig. 2: Structure odf sectors HT MI by number of firm and revenues
Source: own processed by public data from While in the Pharmacy and Aerospace industries, the structure is normal, corresponding to the corporate structure of the industry, microfirms (90%) dominate the electronic industry, but large firms (85%) dominate sales. Since none of these parts is a source of HC, we will look at selected indicators for small and medium-sized enterprises (MS) in more detail for this sector. For MS companies, the difference in size between the average small and the average medium-sized firms, especially in revenues, is already visible in the size assessment. The internal structure of the electronic industry is evidently inhomogeneous, and the overall conclusions are not entirely accurate. StillNevertheless, it is still visible that companies are paying more attention to the future at MS and are more focused on RD than an average electronic company, regardless of size.
Conclusion
The first objective of this article was to define key assumptions for competitiveness of the Czech's SME from the high-tech manufacturing industry in the niche, but global markets. In this context, the concept of hidden champions was applied. The second aim is to find out if the average small and medium enterprise in the individual branches of high-tech manufacturing industry meets at least some characteristics of hidden champions. We have analysed the status and development of these sectors in Manufacturing Industry in years 2008 -2017 and compare changes in the special created indicators.
The analysis demonstrated the strengths and weaknesses of High Tech Manufactory Industries, some of which have performance but lower market potential and the development potential (Pharmacy, Aerospace., while the Electronic Industry has considerable potential, but so far lacks in sufficient performance. This industry can be a source of future Hidden
Champions, whose existence is very useful to the state's competitiveness and prosperity.
Therefore, any public support (even non-financial) should be directed to this sector.
